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Keeping 
| Christmas 


Are you willin gto forget what you have done 








for other peo ple, and to remember what other 
people have done for you; to ignore what the 
world owes you, and to think what you owe 
the world; to put your rights in the back- 
ground, and your duties in the middle dis- 
tance, and your chances to do a little more than your duty in the fore- 
ground; to see that your fellowmen are just as real as you are, and try to 
look behind their faces to their hearts, hungry for joy; to own that prob- 
ably the only good reason for your existence is not what you are going 
to get out of life, but what you are going to give to life; to close your 
book of complaints a gainst management of the universe, and look around 
you for a place where you can sow a few seeds of happiness—are you 
willing to do these things even for a day? Then you can keep Christmas. 
—Henry Van Dyke 
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Waterloo lowa People Know of Credit Unions 


By E. K. WarTKINS 


On a recent visit to Waterloo, Iowa, 
I asked five people, “Do you know 
what a credit union is?” 

The first one was the girl who op- 
erated the hotel elevator. She said, 
“Yes, my father is a member of a 
credit union at the John Deere 
plant.” Then I asked, “What does 
he think of it?” and she answered, 
“He thinks it’s a good thing.” 

At breakfast that morning a nicely 
dressed gentleman sat down at the 
counter next to me, and I asked him 
the question. He answered, “Yes, 
they got one out at the John Deere 
plant, and . . . they have one at the 
Rath plant, and-d-d-d-d they got a 
dam good one out at St. John’s Par- 
ish.” Out of the many questions 
which his inflections and comments 
aroused, I could only ask one ques- 
tion at a time—so I asked, “How did 
you find out about these credit un- 
ions?” He answered, “Well, I work 
over at the Buick garage. These 
credit unions finance cars, and I do 
business with them every day. They 
are nice outfits to do business with, 
and I think they are a very good 
thing.” 

The Buick man left, and as the 
waitress left the check, I asked her. 
She answered, “Yes . . . I can’t tell 
you much about them. But my sis- 
ter-in-law works out at Rath’s and 
I know they take something out of 
her pay for the credit union each 
payday.” 

Outside the door of the hotel stood 
a cab driver, so I asked him. He 
answered, “Yes! A couple of years 
ago I was a bus driver for the Cedar 
Valley Road. My wife took sick and 
I needed $100. I went up to the 
credit union over there and put in $5 
and they loaned me $100. Then, you 
know, they paid me interest on that 
$5. Just a few weeks ago I visited 
with a buddy that still works over 
there. He told me, that he put his 
whole government bonus check in 
the credit union. You know, those 
credit unions pay better interest for 
money than any other place in Wa- 
terloo. This buddy of mine de- 
scribed some new thing they got. He 
says that if he should die they got 
some kind of insurance that would 
give his wife double what he has in 
savings. You know, it is pretty hard 
to beat an outfit like that.” 

At lunch I asked another waitress 
the question, and she answered, “Yes, 
they have one of those things out at 
one of the plants here. They have 
some board or committees that meet 
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here once a month, but I can’t tell 
you how they work... then... 
they have one out at the Illinois Cen- 
tral Railroad, too.” 

The answers from the first five 
people questioned gave a good score 
to the fine service and public rela- 
tions of the credit unions in Water- 
loo, Iowa. 


Colorado Round-Up 
By Ciype Dwyer 


THe Stertinc Community FCU in 
August had 347 inactive accounts 
ranging from $5 to $10. The board 
authorized a letter to such members 
suggesting that if they had no inten- 
tion of activating their accounts they 
should withdraw them. The letters 
went out, and 112 members closed 
out their accounts. But 235 members 
stayed in—and increased their share 
balances by $8,486.18! 

The CB&Q-C&S Credit Union, 
Denver, conducts a campaign of per- 
sonal contact. Directors talk to a 
few inactive members each month. 
So far, two-thirds of these members, 
some of them inactive for ten years, 
have been happy to add to their 
accounts. 

ANOTHER Goop REporT comes from 
St. Dominics Credit Union, Denver. 
August 31 last year, shares $20,644. 
This year, $34,596. Outstanding loans 
last year $7,676. This year, $21,628. 
Treasurer Ted Day attributes the 
increase largely to adoption of Loan 
Protection and Life Savings insur- 
ances; partly also to more liberal 
loan policies. 

We quote from Sterling Commu- 
nity Federal Credit Union’s monthly 
NEWSLETTER: 

“This credit union carries Life In- 
surance for the amount of the loan 
on all borrowers (able to perform or 
expected to resume usual duties of 
his livelihood when the loan is grant- 
ed) under 70 years of age. In 1948 
this insurance plan paid $6,895.67 on 
loans made by members who passed 
away during the year. 

“This same insurance applies to 
borrowers under 60 who become 
permanently unable to work. This 
is the experience of one of our mem- 
bers: Mr. A. E. Moncrief borrowed 
$1,000 April 12, 1948. After making 
two payments he became seriously 
ill. In spite of his illness he con- 
tinued to make his payments until 
the balance of his loan was reduced 
to $295. 

“Not until this summer did we 

(Continued on page 20) 
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RGANIZATION WORK by volun- 
@) teers is contributing effec- 

tively toward the goal of 
1000 new credit unions. The Volun- 
teer Organizers’ Contest runs from 
March 1 to February 28, 1950. This 
year has seen the greatest partici- 
pation by volunteers and the great- 
est results. As of October 31 the 
fifteen entrants in the contest have 
reported a total of 39 new credit 
unions. 

Last months’ reports showed a 
total of 25 organized. October was a 
banner month with 14 additional 
credit unions reported. 

A major change in the standings 
occurred when Evans Holder of 
Memphis, Tennessee, who had previ- 
ously reported none, came in with 
seven. Frank Keinz of Utica, New 
York, reported four additional organ- 
izations in October for a total of 7. 
This puts Holder and Keinz in a tie 
for first place. Wellington Hinze of 
Michigan came in with 2 during the 
past month. 


New ConrTESTANTS 


We are also happy to let you know 
that October saw the entry of 3 addi- 
tional persons in the contest. They 
are Thomas L. Landers of Flint, 
Michigan; Ernst H. Ludwig of Chi- 
cago, Illinois; and Father John R. 
Timpany of Arnaudville, Louisiana. 

There is still time for an energetic 
contestant to come into the race and 
walk off with the prize. See the con- 
test rules at the end of this article. 

Complete standings for the contest 
are as follows: 


SN TONE, TI nis vccevvccésnscece 7 

- Meine, New York .........ccccceee 7 
Donald MacKinnon, Michigan .......... 5 
Wilbur Richards, Ohio .................. 5 
. «  % Sets 4 
er eee 3 
Wellington +e a bins ia eaaee 3 
, | * 2 & eee 2 
Allen Grant, Oe aektaidbinpde ape baa oe 1 
Rev. John R. Timpaiy, ‘ni mctincalaaieeteec 1 
M. H. Widerman, Md. ..............cees- 1 
Sid Jackman, Texas ....... None reported 
Thomas L. Landers, Mich ..None reported 
Ernst Ludwig, Ill. ......... None reported 
Ernest Shuba, Pa. ......... None reported 


October Organization Effort 

October records show a total of 
73 new credit unions reported by 26 
states and provinces. This was 13 
more than September and 15 more 
than October of 1948. California led 
the field by reporting 9 new credit 
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VOLUNTEERS SET 


Pace in Organization Drive 


By W. B. Tenney 


Assistant Director ef Organization 


unions while Texas followed closely 
with 7. Florida, Ohio, and Manitoba 
reported 5 each and Illinois, Louis- 
iana and Michigan reported 4 each. 

A total of 765 credit unions have 
been reported during the first ten 
months of this calendar year, which 
is 124 better than we did last year 
and 286 better than we did in 1947. 
On a calendar basis California and 
Ontario are tied for first place with 
59 credit unions each reported. Texas 
runs a close second with 55, and 
Illinois and New York are tied with 
45 each. 


1000 Credit Union Drive 

Four hundred and twenty-eight 
new credit unions have been re- 
ported thus far in the organization 
drive voted by the National Board. 
This means that with one half of the 
year gone we are 72 credit unions 
behind where we ought to be. No- 
vember promises to be an outstand- 
ing month. Let’s all exert just a little 
more effort and exceed our goal this 
year. 

Remember that H. B. Yates of 
Texas is international Chairman of 
the Committee responsible for this 
drive. He is being ably assisted by 
W. R. Holt of the Southern District, 
M. F. Gregory of the Central Dis- 
trict, P. H. Montgomery of the West- 
ern District, M. H. Widerman of the 
Eastern District, L. R. Nixon of the 
Northeastern District, and Oliver 
Statham of the Midwestern District. 
The Canadian member had not yet 
been determined. 


Southern District Leads 

The Southern District with a quota 
of 185 has organized 107 credit un- 
ions to lead all other areas in the 
drive to organize 1000 credit unions. 
This district has 58% of its quota at 
the half way mark. The Western 
District is exactly on schedule, hav- 
ing organized 50% of their quota. 
With 6 months of the drive period 
past, here are the standings by dis- 
tricts: 


District Gusts Organized Per Cent 
Southern ....... 107 58 
Western ......... ie 63 50 
Canadian ....... 155 68 44 
Sr 150 65 43 
Hestern ......00. 165 59 36 
Northeastern ...115 37 32 
Midwestern ..... 105 33 31 


League Standings 

We are most happy to report that 
22 leagues have equalled or sur- 
passed 50% of their quotas in the 
1000 credit union drive. Five areas, 
namely, Alaska, Montana, Louisiana, 
Newfoundland, and Wyoming have 
reported 100% or more of their 
quotas. We want to congratulate 
these leagues and to urge the rest of 
you to earn your place on the Honor 
Roll next month. Present standing 
are: 


League Quota Organized Per Cent 
CO ee 0 | 500 
Montana 4 6 150 
Louisiana ....... 13 19 146 
Newfoundland .. 0 1 100 
Wyoming  . 1 100 
EE 12 11 92 
[OEE 10 9 90 
Puerto Rico ..... 9 8 89 
Manitoba ....... 12 10 83 
New Brunswick 5 4 80 
, eae 34 76 
ee 14 10 71 
EE ace scaws 17 ll 65 
Alberta ......... 16 10 63 
eee 40 25 63 
Washington ..... 13 8 62 
OFOBOM .cccccsse 5 3 60 




















New Credit Union Drive 

EACH MONTH our button-popping 
friend above will portray the total 
gained in the 1000 New Credit Union 
Drive. 

THE GOAL: 1000 new credit unions 
between May 1, 1849 and April 30, 
1950, 

Let's all help him drive the marker 
over the top. 














Mississippi ...... 5 3 60 


Colorado ........ 7 4 57 
California . .. 0 33 55 
Nebraska ..... ll 6 55 
New York ...... 40 22 55 


The following are the scores of the 
various leagues October 31 
(quotas are shown in parenthesis): 


as of 


CANADIAN DISTRICT 

Alberta (16) 10; British Columbia 
(20) 5; Manitoba (12) 10; New 
Brunswick (5) 4; Newfoundland (0) 
1; Nova Scotia (30) 7; Ontario (40) 
25; Prince Edward Island (5) 0; 
Quebec (5) 0; Saskatchewan (22) 6. 

NORTHEASTERN DISTRICT 

Connecticut (25) 5; Maine (5) 0; 
Massachusetts (20) 7; New Hamp- 
shire (3) 1; New York (40) 22; 
Rhode Island (10) 2; Vermont (12) 
0. 


EASTERN DistTRICcT 
Delaware (1) 0; District of Co- 
lumbia (12) 1; Maryland (10) 4; 
New Jersey (23) 9; Ohio (45) 16; 
Pennsylvania (54) 17; Virginia (10) 
9; West Virginia (10) 3. 


CENTRAL DISTRICT 


Illinois (68) 29; Indiana (17) 11; 
Michigan (47) 21; Wisconsin (18) 4. 


MIDWESTERN DIstTRICT 
Iowa (20) 2; Kansas (14) 10; Min- 
nesota (21) 5; Missouri (29) 8; Ne- 
braska (11) 6; North Dakota (5) 2; 
South Dakota (5) 0. 


SOUTHERN DISTRICT 

Alabama (13) 3; Arkansas (4) 0; 
British South America (1) 0; British 
West Indies (5) 1; Canal Zone (2) 0; 
Florida (12) 11; Georgia (15) 3; 
Kentucky (13) 5; Louisiana (13) 19; 
Mississippi (5) 3; North Carolina 
(17) 7; Oklahoma (11) 5; Puerto 
Rico (9) 8; South Carolina (4) 1; 
Tennessee (16) 7; Texas (45) 34. 


WesTeERN District 
Alaska (0) 5; Arizona (6) 1; Cali- 
fornia (60) 33; Colorado (7) 4; 
Hawaii (6) 2; Idaho (6) 0; Montana 
(4) 6: Nevada (4) 0; New Mexico 
(5) 0; Oregon (5) 3; Utah (9) 0; 
Washington (13) 8; Wyoming (0) 1. 


Organizers’ Contest Rules 

The Volunteer Organizers’ Contest 
is an annual event sponsored by 
CUNA offering a $100 prize to the 
volunteer organizer who organizes 
the greatest number of credit unions 
in the twelve-month period from 
March 1 to February 28. Any volun- 
teer can enter and any contestant can 
win. Enter your name today. Follow 
these simple rules: 

1—Send a letter to Mr. T. W. Doig, 
Managing Director, Credit Union 
National Association, Madison 1, 
Wisconsin, advising him of your in- 
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tentions to enter and listing any 
credit unions you have organized 
since March 1, 1949. 

2—Soon after the organization of 
each additional credit union, advise 
Mr. Doig of that fact. 

3—On or before March 31, 1950, 
send Mr. Doig a complete list of all 
credit unions you have organized 
during the contest period. 


In your letter of entry, also ask 
for the free kit of useful materials to 
help you with your efforts. 


Comin 2 Events 


February 3-4-5 — New Jersey 
Credit Union League annual meet- 
ing, Hotel Traymore, Atlantic City, 
New Jersey. 

February 11 — Maryland Credit 
Union League annual meeting, Em- 
erson Hotel, Baltimore, Maryland. 


March 3-4—Texas Credit Union 
League annual meeting, Adolphus 
Hotel, Dallas, Texas. 


March 11—Connecticut Credit Un- 
ion League annual convention, Von- 
derlieth Auditorium, Stamford, Con- 
necticut. 

April 21-22—Colorado Credit Un- 
ion League annual meeting, Sterling, 
Colorado. 

April 22-23—Louisiana Credit Un- 
ion League annual meeting, Lake 
Charles, Louisiana. 
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April 25— Quebec Credit Union 
League annual meeting, Montreal, 
Quebec. 

April 28-29—Ontario Credit Union 
League annual meeting, Hotel Lon- 
don, London, Ontario, Canada. 

June 21-22-23-24—British Colum- 
bia Credit Union League annual 
meeting, Penticton, British Colum- 
bia. 

July 5-6 — Saskatchewan Credit 
Union League annual meeting, Sas- 
katoon, Saskatchewan. 


Here ’N’ There 
Conspicuous Amip the well-dressed 
crowd around the huge Christmas 
tree in Fort Worth’s most exclusive 
department store was a neat but 
shabby woman and her four small 
children. The mother’s face was 
plain but full of character and her 
eyes revealed that she was compar- 
ing her little brood’s meager pros- 
pect with the Christmas fairyland at 
which they were gazing in awe. 

But I doubt if any of the shoppers 
who, like myself, were discreetly 
watching, received a Christmas pres- 
ent comparable to the one given her 
that day. The eldest child, a well- 
scrubbed, frail little boy, tore his 
eyes from the glittering tree, looked 
up at her and said in a clear treble, 
“Mother, you are prettier than a 
Christmas tree!”—ENROZETTE. 
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Rudy Wenger, manager of Cuna Credit Union, demonstrates the annual meeting charts 
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CUNA Quarterly Meeting 


Held in Chicago, November 10-11-12 


attention to the organization 

of new credit unions. In his 
verbal report he observed that the 
number of credit unions organized 
increases with the coming of the 
fall and winter months. From his 
farm experience Mr. Eidam pointed 
out how much easier it was to churn 
butter in cold weather, because the 
butter globules got together quicker 
when cold. He stressed that now is 
the time to concentrate on organi- 
zation. 

H. B. Yates in his report for the 
Organization and Education com- 
mittee gave a little insight into the 
rapid organization pace being set in 
Texas. He stated that in 1946 all but 
one credit union was organized by 
the league managing-director. At the 
following league annual meeting he 
asked (as league president) that all 
delegates who would commit them- 
selves to the organization of one or 
more credit unions to put their name 
on a sheet along with his own name. 
In 1947 these volunteer organizers 
formed about 27 credit unions. A 
similar request was presented in 
1948 and again the credit union 
leaders of Texas were responsible 
for the formation of many credit 
unions. Mr. Yates proposed that in- 
stead of pressing the league staffs, 
his committee seek the cooperation 
of the league presidents in an ef- 
fort to arouse the additional organi- 
zational efforts of the credit union 
leaders in their areas. 


Pisexnion' EIDAM directed 


The Managing-Director Reports 

Thomas W. Doig, the’ managing- 
director of CUNA, reported 428 new 
credit unions for the first 6 months 
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period (thru October 31) of the 
present drive. This is 72 short of the 
500 needed to make % of the 1000 
quota set by the National Board. 

Four leagues have added full time 
credit union employees in the hope 
of increasing their organization ef- 
forts, one additional field represen- 
tative has been added to the national 
staff, and three other leagues have 
announced positions open for field 
representatives. 

The participants in the Volunteer 
Organizers’ contest have exceeded 
all previous records. Fifteen have 
entered the contest and have or- 
ganized 39 credit unions to date. 


CUNA Fietp Service 

From July 1 through September 
30 the CUNA Field Staff worked in 
23 states and 6 provinces. During 
this time they organized 22 credit 
unions, 1 chapter; visited 533 credit 
unions; attended 109 credit union 
board meetings resulting in 19 credit 
unions affiliating with the leagues, 
19 Loan Protection contracts, 12 Life 
Savings insurance contracts, 6 indi- 
vidual life contracts, and 12 CUNA 
bonds. In addition the staff attended 
16 chapter meetings, 11 league an- 
nual meetings, 12 league board meet- 
ings, and 36 meetings with other or- 
ganizations. 


CUNA Suppty CoopPeRATIVE 

The sales of CUNA Supply Coop- 
erative for the first 7 months of the 
fiscal year (ending September 30) 
were $146,971 compared to $139,403 
for the same period last year; how- 
ever sales for September this year 
were $3000 under the same month a 
year ago. The earnings this year 


Building Progress of Filene House as of November 3 


were down to $5,284 compared with 
$16,751 for the same period last year. 

At one time CUNA Supply Coop- 
erative voted to contribute $50,000 
toward the building of Filene Me- 
morial building. The sale of our 
present building brought a net pro- 
ceeds of $21,251 which has been put 
in a reserve by order of the Admin- 
istrative Committee to apply toward 
the building commitment of CUNA 
Supply Cooperative. 


CUNA Mutwat INSURANCE SOCIETY 
On August 31, 1949 the coverage 
in force exceeded $375,000,000. This 
represents a monthly gain of $10% 
million or $84 million for this year. 
The total number of contracts show 
an additional 506 Loan Protection 
contracts, 583 Life Savings contracts, 
and 818 individual life contracts. 


CUNA InsurRANCE RESEARCH DIVISION 

The bonding coverage in force 
September 30, 1949 exceeded $35 
million. An increase of $4% million 
was put on the books during the first 
7 months of this fiscal year (begin- 
ning in March). 


POP Funp RAISING 

The fund raising part of the POP 
program had brought in several ob- 
jections, which opened a lively dis- 
cussion. It was charged that the fund 
raising detracted from the effective- 
ness of the meetings, and ‘several 
areas put on the meetings without 
the raising of funds. It looked at 
first as if the fund raising part was 
about to tumble out the window, 
when representatives of other areas 
pointed out that funds could be 
raised, and that their folks were glad 
for an opportunity to support this 
much-needed activity, and that if it 
was voted out they would be throw- 
ing away some sizeable amounts that 
people in several areas are perfectly 
willing to give. 

Since no area is required to col- 








LEAGUE QUOTAS ANNOUNCED FOR 
SEVENTH ANNUAL MEMBERSHIP DRIVE 


The 1950 drive for 100,000 net gain in credit union memberships will begin 
February 1 and continue through April. The quotas for the drive were set 
by weighing equally the present number of credit union members and the 
number of credit unions in each league with the exception of Quebec and 


Massachusetts. 

State or Province 1950 Quota State or Province 1950Quota State or Province 1950 Quota 
Alabama .. — 0) Ul CRE 350 Oklahoma ........... 675 
ESP 1,350 Manitoba ....... vo ME OME cesvaseccuscs 3,100 
Arizona ...... 175 Maryland ........... ee error ee 600 
CO FEISS 200 Massachusetts ...... 1,800 Pennsylvania .... 6,550 
British Columbia 1700 Michigan ............ .290 Prince Edward Island 400 
California ......... 5,400 Minnesota ........ NN 325 
Colorado ..... 1,000 Mississippi .......... 225. Rhode Island . 650 
Connecticut . 2,600 Missouri ....... ... 8,500 Saskatchewan ...... 1,500 
Delaware .... 80 Montana ........ ; 300 South Carolina ...... 225 
Dist. of Columbia 1,500 Nebraska............ 725 South Dakota ....... 225 
Florida .. 1500 Nevada ............. eee 1,300 
Georgia .. 1250 New Brunswick .... 645 Texas ............... 3,500 
Hawaii .... 1,000 New Hampshire .... 175 Utah ................ 525 
Idaho 225 New Jersey ......... co i rere 150 
lillinois .. 10,000 New Mexico ........ — Sl eee 950 
Indiana 3,000 New York .......... 7,500 Washington ......... 1,400 
Iowa ... 1,600 North Carolina . 1,500 West Virginia ....... 525 
Kansas .. ...-». 1050 North Dakota ....... S350 Wisconsin ........... 5,000 
Kentucky ........... 925 Nova Scotia ......... 1,600 Wyoming ........... 100 
Louisiana .........0- i as . 

lect funds, there was no change name of the Building Committee to 


voted in the POP program. 


Retirement Savings Fund 

William Pratt reported that the 
trustees of the Retirement Savings 
Fund have authorized a plan to in- 
vest the Canadian contribution in 
Canada. The assets of the retirement 
fund were $135,219 at the end of 
September compared to $124,680 at 
the end of June. 


Filene House 

The offer of the Arrow S (Swift 
employees) Credit Union from Na- 
tional Stock Yards, Illinois to pay 
$1,000 for the privilege of providing 
the trowel or trowels with which the 
cornerstone is laid, was accepted. It 
was reported that the Ohio League 
would take over the finishing of one 
panel of the lobby wall, behind the 
bust of Edward Filene provided by 
the Missouri Credit Union League. 
The offer of the Minnesota League 
to furnish the office of the Managing- 
Director, who comes from Minne- 
sota, was also accepted. It was re- 
ported that the Illinois League had 
set aside $3,000 for an appropriate 
contribution not yet decided upon. 
Also 3 credit unions of the Carnegie 
Illinois Steel Co. in Indiana have 
set up a $1,000 fund for Filene House. 

Mr. Doig reported that in accord- 
ance with the vote of the National 
Board, miniatures of the shovel used 
in the ground-breaking ceremony 
were obtained in the form of tie- 
clasps and pins. The pins were pur- 
chased for 85c each and will be 
given to those persons who make a 
$5.00 contribution to the building 
fund after October 1, 1949. 

It was voted to equip a cafeteria 
for the employees; to change the 


Filene House Advisory Committee 
and to require the approval of this 
committee for any expenditures from 
new contributions to the building 
fund; also that a special issue of THE 
Crepir UNIon Brince be put out in 
connection with the laying of the 
cornerstone if possible. 


The Budget and Dues Committee 


At the last National Board meet- 
ing in Houston the Executive Com- 
mittee was instructed to bring in a 
program outlining needed services, 
which may be considered before set- 
ting the future dues schedules. A 
picturized explanation of the prob- 
lems and proposals will be presented 
by the Budget and Dues Committee 
to the National Board at the May 
meeting. 

Based on a study of the Budget 
and Dues Committee the Executive 
Committee voted to recommend a 
dues schedule for 1951-52 of 8c per 























“He's getting ready to go ~~ to the em 
Pole. I could smell the anti-freeze. 


member with a maximum of $10,000 
per league. 
CUNA Mutual Insurance Society 

The intention to nominate direc- 
tors for the 6 expiring terms on the 
board of directors was announced 
as follows: Moses Davis, William 
Reid, Joseph DeRamus, and Harry 
Lash for the four year terms, and 
Harold Moses and Thomas Molloy 
for the two year terms. Under the 
Wisconsin insurance laws, nomina- 
tions must be made not more than 
90 days or less than 60 days of the 
election. (The election date will be 
May 12 in the 1950 election.) 

The Southern District resolution 
requesting lower rates for AA Loan 
Insurance, instead of paying such a 
high dividend at the end of the year 
—was voted down. At present a spe- 
cial reserve required by the insur- 
ance department is set up in addi- 
tion to the regular reserves due to 
the fact that the present premium is 
below standard premiums for this 
type of insurance. Should the rates 
be further reduced this special re- 
serve amount would be further in- 
creased, and this amount can now be 
returned to credit unions thru an- 
nual dividends. 

The board voted to authorize a 
proposed budget of $500,000 for 1950; 
and to offer further cooperation of 
the Society to the Minnesota Credit 
Union League in getting the present 
Life Savings contract approved by 
the Minnesota Insurance Department 
for Minnesota credit unions. 


CUNA Supply Cooperative 

The main report came from the 
Price Committee. Upon the recom- 
mendation of this committee it was 
voted to continue the present price 
study which had covered operations 
for only 1 month; that the 2 sub- 
scriptions to THe Crepir UNION 
Brivce for new credit unions be dis- 
continued; that the advertising space 
in THe Creprr Union Brince be cut 
14; that the price formula and a re- 
vision of prices be studied; that the 
present policy regarding secondary 
materials be studied; and that the 
recommendation to hire an outside 
firm to make a study be deferred 
until the conclusion of the present 
study. 


New Credit Union Book 

R. A. West reported that the book 
committee had received, read, and 
approved the manuscript submitted 
by Richard Giles. The Book Com- 
mittee recommended the acceptance 
of the offer of Harper and Brothers 
to publish the book “Behind The 
Credit Union”. It was voted to au- 
thorize management to enter into a 
contract with Harper and Brothers. 


The Credit Union Bridge 

















Elsie Elkins 


Tells Her Secret 


By George Jepson 


days to Christmas?” Mary 

looked up from the shirt she 
was ironing, the question did not 
arouse any spark of interest, she 
answered her husband’s inquiry with 
a curt, “I don’t know and I don’t 
care.” 

“Well,” went on Albert, “It says 
here, there are fifty. Gee, time flies.” 

“I don’t know about time flying, 
but money sure does,” replied Mary. 
“We never seem able to save any to 
buy the kiddies something decent at 
Christmas. Every year it is the same, 
you must be one of the lowest paid 
men at the Mill; look at Tom Elkins 
and his wife, they can always buy 
their kiddies good presents, yet we 
are living from hand to mouth.” 
Mary’s face had flushed a bit during 
that speech, Albert’s had turned first 
red, then paled as his anger mounted, 
there was every indication of an- 
other squabble arising as he replied. 
“Tom and I draw exactly the same 
amount in wages, it is not the first 
time you have thrown it out that I 
can’t be earning as much as other 
fellows. Let me tell you this, I get 
as high, if not higher wages than the 
average at the mill, so it must be 
that you are to blame, you are a poor 
manager, you get it all and we have 
only two kids, yet Tom and Elsie 
have four, but she can save enough 
to make Christmas worthwhile for 
the kids. If I were you, I would see 
how she does it.” With that remark 
Albert left the room. 

Mary just stood there, her hands 
clenched and a suspicion of tears in 
her eyes. What Albert had said had 
hurt, more so because she realized 
there was some truth in it, for she 
knew that no matter how much 
money Albert gave her, it just 
slipped through her fingers. 

The following Saturday Mary was 
doing her shopping when she caught 
sight of Elsie Elkins in the crowd; 
Elsie was as cheerful as ever as she 
smilingly elbowed her way through 
the jostling throng. Catching sight of 
Mary, she “Hoo-Hooed,” and in no 
time she was at Mary’s side. 

“How in the world are you, 
Mary?” laughed Elsie, “I haven’t 
seen you in a dog’s age.” 

“Pretty good,” replied Mary, “Let’s 
go and have a cup of coffee where 
we can have a little private talk. I 


ce S% Mary, how many shopping 


December, 


want to ask you something personal.” 

“O.K., darling,” said Elsie. Before 
long they were seated facing each 
other over coffee and doughnuts. 
“Now, what is it?” inquired Elsie. 

“It’s like this,” said Mary, and she 
went on to explain what had hap- 
pened over the Christmas discussion. 
When she had finished, Elsie said, 
“Look here, Mary, you can tell Al- 
bert I am as poor a manager as you 
are, and if it wasn’t for Tom we 
would be in a mess all the time. I 
used to spend all that Tom gave me, 
buy lots of stuff I didn’t really need, 
but thought I did. Tom and I had a 
lot of rows over it. Then the Credit 
Union started at the shop, and I can 
tell you it was a blessing in disguise. 
We can’t save very much, but Tom 
does put the odd dollar in, then at 
vacation time, Christmas, or any 
other time we need any money, Tom 
just takes out a loan and we pay it 
back at so much a pay. What I do not 
get, I can’t spend, and somehow I 
always seem to manage, knowing we 
are paying back the loan and saving 
a little at the same time makes me 
more cautious and I think twice be- 
fore buying anything.” 


“What is this union that you bor- 


row from?” asked Mary. 

“The Credit Union at the shop,” 
replied Elsie, “Isn’t Albert in it?” 

“T never heard of it,” answered 
Mary. 

So Elsie went on to tell Mary all 
about the credit union, how one 
could save and the savings were in- 
sured, how one could take out low 
cost loans and how they were even 
insured. “And,” she concluded, “You 
tell Albert from me, that the home 
management is as much his respon- 
sibility as yours. If he falls down on 
his part, how can he blame you for 
not making a go of it.” 

That night, Mary spoke to Albert 
about the credit union. 

“Oh that,” said Albert, “I would 
not join it because you were always 
grumbling about not getting enough 
money as it is, so what would you 
have said if you got less?” 

Mary told Albert all about her 
talk with Elsie, and what Elsie had 
said about his part in the home 
management. When she had finished, 
they had a talk and decided to give 
the Credit Union a try. 

Albert is now a share holding 


member, and he admits that he had 
fallen down on his part of the home 
management. Both he and Mary are 
now looking forward to the Yuletide 
season with more confidence than 
they had ever done before. 

HAVE YOU BEEN FALLING 
DOWN ON YOUR SHARE OF THE 
HOME MANAGEMENT? 

CAN YOU LOOK FORWARD TO 
THE COMING YULETIDE WITH 
CONFIDENCE? 


Helpful Insurance Handbook 


J, queni every day CUNA Mutual 
receives a letter of appreciation 
for the new Handbook. Here’s what 
credit union people are saying— 
George Swanson, City Hall Credit 
Union, Minneapolis: “Your CUNA 
Insurance Handbook is the best I 
have ever seen. It really explains 
everything that one would want to 
know about your insurance”; O. M. 
Elverhoy, Northern Pacific Duluth 
FCU: “Your very attractive Hand- 
book is well arranged, easy-to-use”; 
James Harvey, Motor Wheel Em- 
ployees CU, Lansing, Michigan: “No 
Credit Union treasurer should be 
without it;” Roy F. Bergengren, 
Vermont Cooperative Council, Inc. 
(CUNA Managing Director Emer- 
itus), “I have received a copy of the 
Handbook issued by CUNA Mutual 
and like it very much. It is colorful 
and humanizes insurance and should 
be most helpful to everyone inter- 
ested in the Society.” 

We might mention here that this 
Handbook is not for sale; in fact, it 
remains the property of CUNA Mu- 
tual and is not transferable. 

Every credit union affiliated with 
CUNA is eligible to get one copy of 
the Handbook. A letter was sent to 
each member credit union with a 
request card which was to be re- 
turned to CUNA Mutual if the 
Handbook was desired. “We’re only 
human and perhaps your credit un- 
ion was overlooked. If your credit 
union is eligible, but hasn’t received 
our letter offering the Handbook, 
write us for a request card immedi- 
ately,” says John A. Colby, of CUNA 
Mutual. You'll be glad you did. 

The Handbook is an attractive 
leather-grained plastic loose-leaf 
book which opens up into an inter- 
esting and easy-to-read explanation 
of the Loan Protection and Life Sav- 
ings benefits available to all credit 
unions affiliated with CUNA. It also 
explains in detail the individual life 
insurance programs — Renewable 
Term, Ordinary Life, and Home Pro- 
tection insurance—available to affil- 
iated credit union members through 
CUNA Mutual. 

(Continued on page 19) 





PERSONAL 


Insurance Counseling 


By John A. Colby 


their members inspired the or- 

ganization of the CUNA Mutual 
Insurance Society—and has nurtured 
and maintained it. 

Since 1935, when CUNA Mutual 
was organized, affiliated credit unions 
and their members have gratefully 
received the benefits of Loan Protec- 
tion and Life Savings insurance. 
Today, individual credit union mem- 
bers are invited to apply to CUNA 
Mutual for their Renewable Term, 
Ordinary Life, or Home Protection 
insurance as well. Not in the insur- 
ance business for profit, it is CUNA 
Mutual’s purpose to supply credit 
union members with the greatest 
amount: of insurance protection at 
the lowest possible premium rate. 

Because each individual’s insur- 
ance need is somewhat different and 
because many people require assist- 
ance in determining their insurance 
needs, CUNA Mutual has set up a 
specialized Personal Insurance Coun- 
seling Service, available to any 
member of an affiliated credit union 
free of charge upon request to our 
Madison office. 

To give you some idea of how this 
Personal Insurance Counseling Serv- 
ice operates, we thought you might 
be interested in “looking over our 
shoulder” while we reviewed the 
file of a credit union family in our 
office. 

On June 1, 1949, we received a 
letter which opened up one of the 
most interesting cases in personal 
insurance counseling that we have 
had to date. The advice we gave 
prompted the credit union member— 
let’s call him Bob Jones—who had 
requested our assistance to write: 

“Received your letter of June 24 
and at this time would like to let 
you know that this is the first time 
I have ever dealt with an organiza- 
tion which has the members’ welfare 
so much at heart.” 

Bob Jones’ first letter reached us 
on June 1. In it he requested our 
advice as to the best policy for him 
to follow in his circumstances. He 
informed us that in 1947 he had ob- 
tained an $8,000 mortgage on a frame 
two-flat building for his brother, 
who was in “dire circumstances.” 
He wanted to know what type of in- 


Sten to credit unions and 


surance protection would best guard 
his family from financial obligations 
on this mortgage. 

This information was_ rather 
sketchy, so we requested Bob to pro- 
vide us with further particulars. We 
learned from Bob that the property 
in question was bought as a last 
resort when his brother, John, and 
his family of five children were faced 
with eviction. Since John’s finan- 
cial position would not permit him to 
obtain a mortgage, Bob helped him 
out by making a down payment of 
$500 and by assuming a mortgage in 
his name. John had been making 
the payments on the mortgage reg- 
ularly, but Bob felt the need of life 
insurance because the mortgage was 
in his name. Bob wanted some as- 
surance that his wife would not have 
to suffer as a result of this contract 
in the event of his death or the death 
of his brother. 

In reply to this information we 
agreed with Bob that it would be 
advisable for him to purchase in- 
surance on his own life, but we 
urged that it was of more impor- 
tance for him to see to it that insur- 
ance was obtained on the life of his 
brother, John. Our opinion stemmed 
from the fact that if John died, Bob, 
being the responsible party to the 
mortgage contract, would have to 
continue the payments on the home 
or arrange for its disposal, which 
would place John’s wife and children 
in an unfortunate position. We, 
therefore, suggested to Bob that An- 
nual Renewable Term insurance, in 
the amount of the now existing mort- 
gage balance, be obtained on John’s 
life. We further suggested that 
John’s wife be named as beneficiary, 
with an assignment to the mortgage 
holder attached, so that in the event 
of John’s death everyone would be 
assured that the mortgage would be 
paid and any remaining balance 
would be paid to John’s wife, as 
beneficiary. We suggested Annual 
Renewable Term rather than De- 
creasing Term, because in this way 
John could decrease his insurance on 
each renewal date in direct pro- 
portion to the then outstanding bal- 
ance on his mortgage,—which estab- 
lished a better arrangement because 
of the possibility of John’s having to 





make alterations in the schedule of 
his mortgage payments. 

While Bob was the responsible 
party to John’s real estate mortgage 
contract, John actually was making 
the payments and was occupying the 

ome. Therefore, it didn’t seem ad- 
visable for Bob to obtain insurance 
to protect his brother. We suggested 
that Bob do obtain some additional 
term insurance on his own life in 
order to provide funds for his wife, 
should he precede her in death. This 
would place his wife in a better posi- 
tion, should she find it necessary to 
be of further financial assistance to 
John, and would provide extra cash 
for her over and above Bob’s normal 
insurance program. 

Bob “gratefully received” these 
suggestions. He spoke to his brother, 
John, about these proposals and 
John agreed that insurance for him- 
self was necessary and advisable be- 
cause it would protect Bob from the 
burdensome worry of the mortgage 
balance and at the same time it 
would be of some financial assistance 
to his wife, in the eventuality of his 
death. Bob decided that for his own 
needs he should take out a Fifteen 
Year Renewable Term policy. 

The proper applications were 
forthcoming and the contracts were 
placed in effect in the usual manner. 


The record of this case indicates 
that we are accomplishing our pur- 
pose with our personal counseling 
service. Bob Jones is another “satis- 
fied customer.” His enthusiasm over 
the help we were able to give him is 
very encouraging. We quote from 
some of his letters to us: “The credit 
union has helped me out many times 
and I think it is'the best organization 
in the world . . . but for a national 
organization with something to sell— 
well, I think it’s wonderful and I 
sure appreciate it very much. Thank 
you again for your kind assistance.” 

Our new Handbook encourages 
people to make use of this per- 
sonalized insurance counseling serv- 
ice—and we do so again here. We 
firmly believe that insurance is nec- 
essary and worth while, but we know 
that in order to be most effective in- 
surance must be fitted to the partic- 
ular needs, desires and financial 
means of the individual. It is our 
purpose, in brief, to help the indi- 
vidual pick out the right kind of in- 
surance for himself. 


Our success in this field is limited 
by the short time it has been made 
available to credit union members 
and by the fact that not everyone 
knows that it is available to him. To 
acquaint more people with this serv- 
ice we urge all of you to “spread the 
good word.” 


The Credit Union Bridge 
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Selected Averages of Occupational-Type Federal Credit Unions 
_ With and Without Payroll Deductions as of December 31, 1948 
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Item Deductions Deductions 
Number of Federal Credit unions............. 1,284 2,126 
Pa roll Es dnc deckdennecnaceccouss 37.7° 62.3% 
yy Average potential membership ............... 977 1,043 
e Average number of members................. 520 381 
Deductions Ratio of actual to potential members.......... 53.2% 36.6% 
FE Er Pre rr Tre $99,096 $51,532 
ee Average assets per member.................. $191 $135 
ae ; : 29 
H call Geluiiean anh em ott Average shares per member.................. $175 $122 
those without when it comes to Average amount of loans outstanding......... $48,631 28,988 
assets, average savage? per member, Average number of loans outstanding......... 217 149 
the credit union’s growth in — Average size of loan outstanding.............. $224 $194 
bership, loans, delinquent loans? Ratio of outstanding loans to total assets...... 49°; 56% 

A recent study of the Bureau of 
Federal Credit Unions compared Average number of loans granted in 1948..... 485 245 
1,284 credit unions with payroll de- = Average amount of loans granted in 1948...... $107,193 $53,651 
ductions with 2,126 credit unions Average size of loan granted in 1948........... $221 $219 
without. The following is a compara- Ratio of number of loans granted in 1948 
tive average of the credit unions in to number of actual members............... 93% 64% 
each class. 

The study considered the 3,410 Average amount of delinquent loans.......... $1,783 $2,402 
occupational-type Federal Credit Average number of delinquent loans.......... 12 17 
Unions as of December 31, 1948. The _ Ratio of amount of delinquent loans to 
comparison was also made by years amount of loans outstanding................ 3.7% 8.3% 
in which the credit union was char- 
tered from 1935 (when the federal EE ce cncucsntumauweas kannst $5,200 $2,955 
credit union act issued its first char- nce onue puto ddns bak $2,045 $1,294 
ter) to 1948. Average net earningsS...............2eeeeeee: $3,155 $1,661 

Ratio of net earnings to total income.......... 60.6% 56.3% 
Occupational-Type Federal Credit Unions by Year Chartered 
In Operation as of December 31, 1948 

without Payroll Deductions 

Average Ratio of average Average Average Average 

Member- Actual to Average Number cf Amount of Numbver of Amount of 
Year No. of ship Potential Average Shareholdings Cutstanding Outstanding Delinquent Delinquent 
Chartered _FCU's Membership Assets Per Liember Loans Loans Loans Loans 
1935 396 527 43.1% 82,608 2140 207 $445 3721 21 #3 ,188 
1936 349 422 L5ok 66,680 143 169 36,536 20 3,21 
1937 218 394 bhe2 60,493 138 155 31,076 19 2,833 
1938 194, 370 42.2 57,228 141 143 30,515 18 3,036 
1939 159 411 L4e9 50, 348 111 165 31,766 21 2,558 
1940 189 335 41.6 39,738 107 126 23,682 17 Y I a | 
1941 167 276 3h ok 30, 334 99 109 18,660 15 1,677 
1942 50 323 26.8 31,172 87 143 21,728 17 1,935 
1943 26 572 12.4 32,602 51 175 21,522 23 1,680 
1944 15 4,04, 30.8 40,838 95 156 23,431 22 2,716 
1945 27 22h 24.7 17,903 75 89 11,830 9 575 
1946 59 305 25.7 26,223 80 129 17,787 15 1,268 
1947 99 311 23.4 24,417 7h 132 17,276 au i,is 
1948 178 169 16.1 6,932 39 54 5013 2 108 
With Payroll Deductions 
1935 194 734 54.1 9105 445 $205 3u 379,584 15 “2950 
1936 221 669 55.7 127,929 176 273 63,802 16 2,933 
1937 143 624 55.1 129,888 189 259 63,683 12 1,877 
1938 99 473 56.3 102, 365 202 187 44,793 9 1,363 
1939 134 484 61.1 86,931 167 184 38 491 13 1,909 
1940 165 393 49.9 63,773 150 165 31,226 11 1,043 
1941 116 451 50.5 78,135 160 196 43,629 10 1,135 
1942 31 331 48.8 48,481 134 225 27,953 8 753 
1943 ll 272 31.1 41,881 LAA 140 17,466 8 452 
1944 19 329 39.2 45,351 129 155 27,424 11 904 
1945 22 307 63.1 46,117 142 125 20,685 6 496 
1946 Lh 259 43.6 31,264 112 111 17,224 6 473 
1947 48 326 36.8 29,603 83 148 21,375 6 589 
1948 37 153 39.1 7,857 50 42 4,625 less than 1 25 
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Dividend Policies 
QueEsTION: (From Iowa) 


As President of our credit union I 
am calling a special meeting of the 
directors in December for the pur- 
pose of deciding the amount of the 
dividend we should recommend for 
payment to the members at the an- 
nual meeting in January. We have 
had an excellent year. In fact, this is 
the best year since before the war. 
As it stands now, I believe we will 
be in a position to pay at least a 5 
percent dividend. The highest divi- 
dend paid by our credit union for the 
past six years has been 2% percent. 
Do you think it too big a jump from 
2% percent to 5 percent? Word has 
already gotten out that there is a 
possibility we will pay a 5 percent 
dividend this year and if we lower it, 
I am afraid there will be many dis- 
appointed members. 

Our treasurer tells me that the 
National Association strongly rec- 
ommends a ceiling of 3 percent be 
placed on dividends. Will you please 
explain why the National Associa- 
tion decided on 3 percent? 


ANSWER: 


Only during the last war did the 
National Association recommend a 
ceiling of 3 percent on dividends. 
This was done because we did not 
wish the credit unions to be in the 
position of competing with the Gov- 
ernment in their effort to sell war 
bonds, which were only paying a rate 
of 2.9 percent. 

The National Association has no 
objections to credit unions paying 
dividends in excess of 3 percent. We 
take the position that dividends 
should be based on the earnings of 
the credit union. Dividends are rent 
for the use of the money. They 
should fluctuate. When money is 
scarce, you pay higher rent (divi- 
dends) for the use of it. When money 
is plentiful, you pay a lower rent for 
its use. 

Many credit unions this year are in 
the same position yours is in. Many 
have had to borrow money in order 
to meet the demands for loans. Their 
earnings are much higher than they 



































You are invited to submit your questions on 
any credit union problems to this depart- 
ment. You are also welcome to contribute 
your own ideas on the answers printed 
here. What's on your mind? 


have been for many years. It is only 
natural, therefore, to think in terms 
of paying a higher dividend. We do 
caution credit unions, however, not 
to go overboard, not to pay out all 
their earnings in the form of a cash 
dividend—to the neglect of other 
matters which are by far more im- 
portant. 

During the war years any number 
of treasurers worked endless hours 
and sacrificed additional income be- 
cause they had the job of keeping the 
credit union a going concern. They 
realized that some day the war 
would be over and the credit union 
would be awfully important to a lot 
of people. The war is over and the 
credit union is becoming more and 
more important to more and more 
people. Now that earnings are on the 
up-grade, the credit unions should 
begin to think a little about using 
some part of these high earnings to 
make up at least a small part of the 
income sacrificed by the treasurers 
during the war years. Give him more 
than just a pat on the back and a 
“Thank you” this year. 

And remember, a fair amount put 
aside in the Undivided Profits ac- 
count is also very important. Those 
credit unions which had a little in 
the Undivided Profits account can 
testify it came in mighty handy dur- 
ing the period when their earnings 
were exceedingly low. 

Is your credit union providing 
Loan Protection and Life Savings 
insurance for its members? These 
are dividends, too. They are insur- 
ance dividends and more valuable 
than the cash dividend you will pay. 


What About It? 


By CF Eskel, Jr. 


Answers to your credit union questions by Cuna assistant managing director 


The individual member is unable to 
buy these services for anywhere near 
what it would cost the credit union 
to purchase it for them. These serv- 
ices may lower the cash dividend by 
1 percent or 1% percent, but you will 
be guaranteeing happiness and se- 
curity for a lot of families. That is 
the purpose of the credit union. 


There are many ways to use the 
earnings of the credit union to pro- 
vide better advantages and benefits 
for the members than paying these 
earnings out in a cash dividend. Take 
inventory of your credit union be- 
fore you decide on the dividend you 
will recommend to the members. Are 
you giving them every conceivable 
service possible? When you are 
really satisfied that you are, then pay 
your dividend. It matters little then 
whether it is a 1 percent or a 5 per- 
cent dividend. You have accepted 
your responsibility and administered 
the duties of your office as directors 
to the best of your ability. And for 
you, as directors, what greater divi- 
dend than the knowledge of a job 
well done? 


Oh, yes, do not forget your league. 
It has made possible the dividends 
and the many services for credit 
union members. Millions of people 
have been prevented from having 
the benefits you and your members 
presently enjoy because funds for 
the extension of credit unions have 
not been too plentiful in recent 
years. Your moral support and a 
little of your financial support will 
do much to brighten the lives of mil- 
lions of families in Canada and the 
United States. 


More Than One Note 
QueEsTION: (From ConneECTICUT) 


We granted a loan of $1500 to one 
of our members who gave as security 
three co-makers. He has reduced 
this loan to $800. Now, he requests an 
additional loan of $125 for a period of 
ten months. Our credit committee 
approved the loan, but when we 
asked the member to sign a new note 
for $925 and give us two co-makers 
as security he refused. He says he 
doesn’t want to ask his friend to sign 
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a note for him again and will not do 
so unless it becomes a dire emer- 
gency. We would gladly grant the 
member’s loan of $125 on his own 
signature since the other loan is se- 
cured by three co-makers, but being 
a Federal credit union, we are not 
permitted to have more than one 
loan outstanding to a member at a 
time. We offered to accept a chattel 
mortgage on his car or furniture or 
anything he wanted to give us, but 
he wasn’t willing to do that either. 
He is acting a bit stubborn about the 
whole matter, yet he is a good mem- 
ber and we would like to help him. 
Just what do you do in a case like 


this or is there anything that can be 
done? 


ANSWER: 

If the credit committee is willing 
to grant this member a loan of $125 
on his own signature and you are de- 
sirous of helping him, then grant the 
loan. Have him execute a note for 
$125. This will make two loans out- 
standing on your books to one mem- 
ber, but there is nothing in the Fed- 
eral Credit Union Act, by-laws or 
rulings to prevent ygur credit union 
from granting as many loans as you 
wish to make to one member; pro- 
vided any amount in excess of $400 
is secured. In your case you have 
ample security. 

Of course, it would be better to 
have just the one note. One loan on 
the books of the credit union simpli- 
fies the bookkeeping. There is less 
chance for errors and delinquencies. 
On the other hand, there are times 
when a person wants to handle his 
business his way. He may appear 
stubborn merely because he asks for 
something that is just the opposite to 
set procedure. The credit union is 
flexible and can be adjusted to meet 
the wishes and needs of its members. 
That is what has helped to make it so 
successful. 


Regular Reminders 

QuesTION: (From West Vircrn1a) 

Our credit union is very small and 
all members are in one building. The 
monthly credit union posters issued 
by CUNA Supply were used for one 
year due to several new employees 
being added to the roster. Since 
these employees have now all been 
acquainted with the workings of the 
credit union and offered the oppor- 
tunity of becoming members, the di- 
rectors feel the posters have served 
their purpose. We would, however, 
appreciate your advise in regard to 
our decision. 


ANSWER: 
Without trying to press your deci- 
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sion as to any particular type of edu- 
cation or promotion, I would like to 
say this. Practically all successful 
credit unions remind their members 
and potential members again and 
again and again, and still again— 
regularly — of their credit union 
service. 

Advertising experts testify that it 
is the regular reminders that produce 
the business. 

If you have a place to put your 
posters where a large share of your 
members and potential members 
pass frequently, I would say that a 
new poster every month would be, 
not an expense, but a real invest- 
ment. But in any case I urge you to 
use some means to see that your 
members and potential members are 
constantly and warmly reminded of 
their credit union and the services 
it can provide for them. 


New Federal Amendments 
QuEsTION: (From ALABAMA) 
How long will it be before Federal 

credit unions can take advantage of 
the recent amendment to the Federal 
Credit Union Law? We have ap- 
proved two loans — one for $350, 
which we are perfectly willing to 
grant without security, and another 
for a sizeable sum which, from the 
point of view of the borrower would 
be better to be repaid over a period 
of three years rather than two years, 
We want to give each of these mem- 
bers a break, if it is possible to do so, 
and would appreciate hearing from 
you at once. 


ANSWER: 

The amendments to the Federal 
Credit Union Act went into effect 
immediately when the President of 
the United States signed the bill on 
October 25. It is perfectly legal, 
therefore, for your credit union to 
grant the loan of $350 without secur- 


a 

















TT 


+ A | 


2) 2,74, °2]7 
= 
































“Coming in late Milton? The least you can 
do is hurry!” 


ity and to provide repayment terms 
of three years for the other loan 
referred to. 


Continuation of Premiums 

QueEsTION: (From KENTUCKY) 
One of our insured borrowing 
members became disabled three 
months ago. We have not as yet been 
able to submit our claim forms for 
this member because of certain cir- 
cumstances. Would you please ad- 
vise us if we should continue paying 
the insurance premium for this loan? 


ANSWER: 


Yes. In connection with a disability 
case, you should always continue to 
pay the insurance premium on the 
loan until it has definitely been es- 
tablished that there is a claim. If 
this results in an over-payment of 
premium, CUNA Mutual will refund 
such premium at the time the claim 
is paid. 


Medical Requirement 
QuesTIoNn: (From Iowa) 

I purchased a $5,000 Ordinary Life 
policy from CUNA Mutual in August 
of this year. I now wish to apply for 
an additional $5,000 on the yearly 
Renewable Term plan. Is it neces- 
sary for me to have another medical 
examination? 


ANSWER: 

No. Additional insurance may be 
obtained within six months of a 
favorable medical examination with- 
out medical re-examination. This, of 
course, is based on the fact that you 
can now present a favorable “State- 
ment of Insurability.” 


Disability Waiver Defined 
QUESTION: (FROM CALIFORNIA) 
Could you please inform us what 

constitutes disability waiver in the 
Ordinary Life and Renewable Term 
insurance? Does this disability also 
apply to the Loan Protection and 
Life Savings plan in the credit 
union? 

ANSWER: 

Disability Premium Waiver in 
connection with Ordinary Life and 
Renewable Term insurance provides 
that should the insured become to- 
tally and permanently disabled his 
contract of life insurance will be kept 
in force by CUNA Mutual with no 
further premium charge to him. 

Disability protection under the 
Loan Protection plan of insurance 
provides that should a member be- 
come totally and permanently dis- 
abled before attaining age 60, CUNA 
Mutual will pay his loan to the credit 
union in the amount he owes at the 
time of such disability. 

Under Life Savings insurance, 
there are no disability benefits. 
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CREDIT UNION BUSINESS 


CT stand out like a sore 
thumb, and when a fellow 
needs a loan they remind 
him of the credit union. We have only 
been using the Poster-a-month serv- 
ice a few months, and loan volume 
has zoomed. I wouldn’t say the 
poster service is the sole reason, but 
I feel sure it helped.” Speaking is 
the president of the Cedar Valley 
Road Employes Credit Union. 

This credit union is one of several 
in Waterloo, Iowa, which have sub- 
scribed to the monthly credit union 
poster service sponsored by credit 
union leagues throughout United 
States and Canada, acting through 
the Cuna Supply Cooperative. 

Other Waterloo, Iowa, subscribers 
which we visited on a recent field 
trip there, are St. John’s Parish 
Credit Union, Chamberlain Corpora- 
tion Credit Union and the Illinois 
Central Employees Iowa Credit 
Union. 

The cuts above show how effec- 
tively Treasurer Marguerite Dona- 
hue, of the St. John’s Parish Credit 
Union, has used posters in her office. 
“People do look at them,” Miss 
Donahue says with conviction. 

On the opposite page the top cut 
shows the office of the Illinois Cen- 
tral Employees Iowa Credit Union 
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At first this credit union was using 
two posters a month, but it has now 
arranged with management for space 
to post two more. 

Treasurer C. Edwin Arthur writes, 
“When Mr. Davis (W. E. Davis, 
superintendent of the Iowa Division 
of the Illinois Central) was ap- 
proached about putting up the 
posters he rejected the idea, because 
there wasn’t any space for them on 
their bulletin boards, and since they 
have new offices and a new yard 
office, they did not want them on the 
walls. However, when the adver- 
tising arrived showing the poster 
frames, we showed it to him and he 
agreed that the frames would be 
acceptable, and that we could put 
up two of them. 

“One poster frame with display 
will be placed in the yard office with 
the regular railroad bulletins, where 
it can be seen by all the trainmen. 
The other will be placed in the 
shops, where it will be accessible to 
all shopmen and roundhouse crews.” 

(The poster frames referred to are 
made of black enameled steel, and 
include three pockets for leaflets. 
They may be hung either horizon- 
tally or vertically, to take the stand- 
ard credit union posters, which are 
10% by 14 inches, or 14 by 10% 


inches. They may be obtained from 
you credit youn league, for $5 each, 
less 20% to member credit unions.) 

The second cut on the opposite 
page shows the excellent bulletin 
board of the Chamberlain Em- 
ployees’ Credit Union—right next to 
the time clock. 

And the bottom picture shows the 
Cedar Valley Road Credit Union use 
of the posters mentioned above. 


One credit union reports a notable 
incident about the POP poster shown 
on the right above. One of their 
members is an employee of a local 
finance company. This member came 
in about his credit union loan just 
after the POP poster appeal for 
dimes to help tell others about credit 
union service was put up. He was 
the first to put a dime in the POP 
box below the poster. 


First Anniversary 


The credit union Poster-a-month 
service has just completed its first 
year. During the year 970 credit 
unions subscribed for 3,573 posters a 
month. 


Four credit unions subscribe for 
50 or more posters each month. 
These are the Dairyman’s Federal 
Credit Union, Highland Park, Mich- 
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tgan, for 75; Gates Mutual Credit 
Union, Denver, Colorado, for 56; 
International Harvester Employees 
Credit Union, Inc., Springfield, Ohio, 
for 50; and Podi Credit Union 
(serving employees of Pennsylvania 
Power & Light Company), Pottsville, 
Pennsylvania, for 50. 


Getting Most From Posters 

Credit union experience before 
and since this service was inaugu- 
rated, demonstrates that posters do 
help business. When their low cost 
and little trouble in relation to other 
forms of advertising is considered, 
they may well be called a basic part 
of almost all credit union advertising 
programs—few credit unions lack 
space for at least one poster; most 
should post several to provide full 
coverage of their field and to get the 
benefit of repetition. 





However, to get satisfactory re- 
sults from posters it is important to 
have a good understanding of what 
they can and what they cannot do. 
Like all forms of advertising, they 
may be a waste of money, or be 
money getters. 

Here is a check list, based on 
credit union leaders’ experience, to 
help you make your money glitter: 

1. By its nature a poster can be 
little more than a reminder or inter- 
est-whetter. It can suggest the nature 
of credit union service and some- 
thing of the spirit in which the serv- 
ice is rendered, but it cannot give 
detailed information. You can make 
a hit with posters, but a home run 
takes follow-through with other ma- 
terials and methods. 

2. So detailed information about 
the credit union ought to be con- 
stantly available through as many of 
the following as possible: friendly 
personal contact; stories in house 
organs and other periodical publica- 
tions; special bulletins and an- 
nouncements; leaflets and pamphlets 
(see your Cuna Supply Catalog and 
announcements of new items in this 
Crepit UNION BRIDGE.) 


3. The better your service, the 
more effective your advertising will 
be. If you give prompt, friendly, 
generous, confidential service, every 
poster will be a reminder of that 
service. On the other hand, if your 
service does not satisfy, then your 
poster’s success in getting another 
person into your office just brings 
forth another person to pass the 
word of your failure around. 


4. People soon get used to a 
poster, no matter how bright and 
novel. That is one reason the 
monthly poster subscription service 


(Continued on page 19) 
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Here are new and tried publicity 
ideas. Ideas in the mind of the mem- 
ber is the first step to his participa- 
tion in the credit union. “Credit 
union know-how” will lead him to 
more opportunity and happiness. 

Tue Bripce suggests: 


1. that you mark and use the ideas 
which attract you. 

2. that you adapt them to conver- 
sation, pay inserts, circulars, blotters, 
posters, and house organs. 

3. that illustrations be reproduced 
by tracing, photo-offset, or photo 
engraving. 

4. that mats of Idea Exchange 
Features may be purchased for 30c 
each from Tue Bripce for printing 
uses. (See below.) 


5. that each release contain full di- 
rections as to where and when credit 
union service is available. 

Please send copies of all your pub- 
licity material to THe Bripce. Your 
participation in the Idea Exchange is 
helpful to other credit unions and 
sincerely appreciated. 


Mats Available 

Mats, from which cuts for repro- 
duction may be economically made, 
are available for Idea Exchange fea- 
tures when so indicated beneath the 
feature. These cost 30 cents each. 
Orders should be sent, and checks 
made payable to Tue Bripce, Madi- 
son 1, Wisconsin. 


—1,.e.— 


Common Sense Quickies 

When banking a fire leave some 
red coals exposed to ignite gasses. 

. Guard power tools in home work- 
shop; wear goggles at grinding wheel. 
. . » Be certain electric iron is dis- 
connected when not in use. ... Never 
use kerosene or gasoline to start a 
fire; store both away from the house. 

. Have furnace, chimney, and flues 
cleaned and repaired regularly. IF 
YOU’RE SHORT OF CASH, CALL 
ON YOUR CREDIT UNION FOR A 
LOAN.—Tue Frevtp Grass, Marshall 
Field Employees Credit Union, Chi- 
cago, Illinois. 
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Veterans 
Veterans! Place your Bonus Mon- 
ey in safekeeping as a Back-log for 
future financial Security. 


About January lst employees who 
are veterans—or employees whose 
husbands are veterans—will have an 
average of $200 added to their family 
treasury. 


It would be a wise thing to deposit 
that money in your credit union as 
your own bulwark in defense against 
any future expenses. 


Since this is a bonus, it’s money 
you had not planned on receiving 
anyway—why not set it up as your 
own guarantee for security? Then 
when you need cash, your own finan- 
cial status is unquestioned — Blue 
Cross Federal Credit Union, Dallas, 
Texas. 


—4, °—_—— 


He Had Protection 

One of our ESEO members drove his 
car into the rear end of a parked 
truck at Bartlesville on May 26. On 
June 1 we received a letter from him 
stating he already had the insurance 
company’s check for $226 in payment 
of his claim. 


Prompt settlements are important. 
This ESEO member had a policy he 
bought through the ESEO. If you 
don’t now have adequate automobile 
insurance, including ‘bodily injury 


Exchange 


and property damage, better see Roy 
Loy, the ESEO Insurance Adviser, 
today. — Esto Remunper, E.S.E.O. 
Fed. Credit Union, Oklahoma City, 
Oklahoma. 
~-he.— 
Credit Union News 

In going over the records of our 
credit union, we find that from the 
period starting January Ist, 1949 and 
ending September 30th, 1949, that 
we have helped close to 250 mem- 
bers of our credit union, in the 
amount of $85,000. Little do we real- 
ize what a staggering amount this 
means to us in the taxicab industry. 
This approximates about $300 to 250 
members, who have felt the need for 
this money without having to go 
through any embarrassing situations 
by borrowing money from their rel- 
atives or having to withstand the 
embarrassment of a refusal from 
their relatives when they ask to bor- 
row money. We also find, in going 
through the records, that we have 
surpassed the records of 1948 of our 
Credit Union, which we considered 
to be our Banner Year. It is our 
job, as your Educational Committee, 
to keep you informed of the work- 
ings of our credit union and the 
credit union movement throughout 
the country. — Lomtro BUuLLETIN, 
League of Mutual Taxi Driver Own- 
ers’ Credit Union, New York, New 
York. 
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CREDIT UNION SAVINGS Every Pay Day . 





January Poster 


This poster will help us 
gallop into the best get- 
ahead year yet. 
Single posters are 
25c each; additional 
posters in same mailing 
12%2c each — all less 
20% discount to mem- 
ber credit unions in 
USA. Subscriptions for 
12 monthly posters 10 
times above prices. 
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Annual Meeting 

Annual meetings can be fun, they 
can be educational, they can be the 
means of a better understanding of 
your credit union, the better you 
understand your credit union the 
better it can serve you. Your credit 
union has become a large financial 
organization by just being “Service 
to members” conscious. 

Last year we had a fine attendance 
and an enjoyable evening was had, 
however, we should have more of 
our members present, we want every 
member to know just what we are 
doing and how we do it. In as much 
as the credit union reaches into the 
home of every policeman their wives 
should be very active, therefore, each 
wife of a policeman is hereby ap- 
pointed a committee of one to see 
that her husband attends the annual 
credit union meeting and just to play 
safe, bring him with you, we will 
have loads of fun during the entire 
evening. Don’t forget, it’s a date, 
keep the evening of Wednesday, 
January 12, 1949 open for the annual 
credit union meeting (prizes galore), 
and it’s free. More details later.— 
Cleveland Police Credit Union, 
Cleveland, Ohio. 


—f, —_— 


Songs of Solomon 
(Revised Version) 


1. Consider, My Son, the Credit 
Union Executive—for his ways are 
weary and great are his woes and 
his sufferings. 


2. He riseth up in the morning 
and goeth forth unto his office, with 
great joy and rejoicing, for he long- 
eth to become a brother unto the 
destitute, the penniless, and he who 
hath not sufficient food, raiment, nor 
a chariot to ride about in. 

3. And as he sitteth at his desk, 
there cometh unto him divers per- 
sons,—some young and of goodly 
countenance, and others worn by 
labor and matrimony. And he seat- 
eth them in the holy seat, and listen- 
eth unto their sorrows. 

4. For one sayeth, “Lend me now 
two thousand shekels that I may 
purchase a new chariot, and if I get 
a crop, I will repay thee”—and an- 
other sayeth, “Wilt thou extend my 
note for another ten years?” and yet 
another, “My Mother-in-Law com- 
eth to live with me for the summer 
and I must build me an outhouse to 
sleep in.” 

5. And he openeth the records and 
gazeth therein, and the check book 
stub sayeth, “Ten dollars and twenty 
cents”, and he breaketh unto them 


December, 1949 


Idea Exchan ge 


the bad news, and giveth them his 
blessing, and showeth them unto the 
door. 

6. And he sendeth a call unto 
many of the faithful, and sayeth unto 
them, “Bring in my silver and gold, 
that thy fellow man may not suffer 
for funds wherewith to harvest his 
crop, or to furnish his abode.” 

7. And there cometh yet more and 
more unto his door, and he turneth 
them away, and they roameth the 
street, and cometh unto a sign which 
sayeth, “Easy Loans, While You 
Wait,” and he approacheth and en- 
tereth therein— 

8. And a clerk taketh him by the 
hand and leadeth him into an inner 
room and seateth him in a deep 
cushioned chair—and the boss com- 
eth in and beameth upon him, and 
handeth him a cigar, and asked his 
troubles—and he confideth in him. 





9. And he bringeth forth a con- 
tract, and sayeth, “Heed not the fine 
print and do thou sign upon the dot- 
ted line”—and the destitute brother 
signeth. And the boss sayeth unto 
him, “Lo, here is thy five hundred 
shekels—we have deducted two hun- 
dred for handling, and the interest is 
three percent per month. Sign now 
this note for eight hundred shekels, 
which includeth the interest for a 
year. Pay us without fail and all shall 
be well.” 

10. And the debtor goeth home, 
and thinketh it over, and sleepeth 
not at night, fearing greatly for the 
future. 

11. For the Loan Shark loveth the 
pennies of the poor, and the fore- 
closure of his goods, and careth not 
for his welfare. Yea, Verily. —G. R. 
IncrAM, North Dakota Credit Union 
League BUILDER. 
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An Unpleasant Problem Solved 
by a Credit Union Service 

Perhaps you read in your daily 
newspaper of the death of Mr. Jona- 
than C. Employee. A small amount 
of general information was given, 
but I want to tell you some of the 
details which are very important. 

Mrs. Jonathan C., knowing that 
her husband was a member of the 
Credit Union, came in to talk to the 
Credit Union Treasurer, Argo V. 
Pook, about the money she would 
need to take care of the current 
emergency. She told of her plans to 
pay the credit union loan of $300 
which her husband had borrowed a 
few days before his death to put a 
new roof on the house. Her credit 
union note was $300, she needed $700 
to pay off a note due at a finance 
company, she needed money to pay 
the burial expenses, and her savings 
account was only $750. 

A very unpleasant story to this 
point, isn’t it? One that would touch 
the heart of the most callous indi- 
vidual. A grief stricken widow with 
grave financial troubles through no 
fault of her own. 

After listening to her story, Mr. 
Pook asked if she knew of the in- 
surance benefits given to all credit 
union members. She replied that she 
did not, and Mr. Pook told her about 
the loan insurance that provides for 
immediate payment by the insurance 
company of a note in case of the 
death or disability of the maker. 
Also, that each credit union member 
has life savings insurance, equal to 
the amount of his savings account, 
(with limitation not affecting this 
account) which is paid to the heirs 
in the event of his death. 

Thanks to the INSURANCE 
BENEFITS offered by your CREDIT 
UNION I am able to write a pleasant 
ending to this tale of woe. The loan 
insurance paid off the $300 loan and 
the life savings insurance equaled 
the savings account making it $1,500. 
With part of the savings account the 
finance company, which had no loan 
insurance, was paid off and $800 
remained to pay the expenses. 

This makes a much happier end- 
ing to a very unpleasant beginning, 
brought about by an employee who 
believed in his credit union. Remem- 
ber, when you become a member of 
your credit union the period of “live 
and let live” has passed; you are then 
in a period of “LIVE AND HELP 
LIVE”. 


DON’T WAIT, IT MAY BE TOO 
LATE, JOIN YOUR CREDIT UN- 
ION NOW!—Mounicrpat CHATTER, 
Lubbock, Texas. 
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In Retrospect 

As we turn over a new leaf to 
start a brand new year, it is well to 
look back briefly at the years gone 
by; not to live in the past nor to cry 
at the failures we have made; not to 
glory in our past successes nor to 
pat ourselves on the back, but so that 
we may profit from our experience 
and do better and go further in this 
year than we have in any past year. 

As individuals we have made a lot 
of mistakes. Those mistakes are be- 
hind us and can be turned to an ad- 
vantage if we use them as lessons; if 
we profit from them and do not make 
similar mistakes in the future. 

Your credit union had its most 
successful year in 1948. The savings 
of members increased from $86,950.65 
at the beginning of the year to $108,- 
199.30 at its close, a gain of 25%. 
Earnings during the year were 
$6,139.25, and $4,911.40 of this amount 


is available for dividends and addi- 
tions to undivided profits, the re- 
maining 20% going into Reserve for 
Bad Loans in accordance with law. 
During 1948 your credit union un- 
dertook the program of share and 
savings insurance, in addition to the 
loan insurance already in effect, and 
the program of automobile insurance 
was expanded. The past year has 
witnessed the transition from an or- 
ganization operated by part time 
employees to a financial organization 
occupying its own office space and 
with a full time salaried manager. 
The year 1948 was truly a great 
year for ESEO, but we should go 
even further in 1949. The nest egg 
we have started for ourselves should 
increase. Why not make ESEO one 
of the outstanding credit unions of 
the entire nation? It can be done.— 
ESEO Reminoer, E.S.E.O. Federal 
Credit Union, Oklahoma City, Okla. 
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Important Notice! 

Christmas puts an awful strain on 
our pocketbooks. But if you want to 
spread the extra expense over a long 
period, your credit union is ready to 
help you. Don’t delay with your 
application for a loan! A lot of peo- 
‘ ple will want loans for Christmas and 
we want to take care of everyone.— 
Panair Credit Union, Miami, Florida. 

—1e.— 
A Letter From The “Boss” 

The rapid growth of our Credit 
Union is ample evidence of its ac- 
ceptance as a worthwhile employee 
cooperative enterprise. Despite this 
fact, there are some perhaps who do 
not know or are not convinced of its 
advantages. The purpose of this bul- 
letin is to bring that message to you. 


Idea Exchange 


The work on this project, as well as 
most of the work—and it is work— 
connected with successfully operat- 
ing the Credit Union is voluntary 
and unrewarded. It is a contribu- 
tion of time and effort on the part of 
your fellow employees for the mu- 
tual benefit of all. A truly coopera- 
tive enterprise! 


One needs only to consult the bal- 
ance sheet page 6 to see that the 
VA Credit Union is a successful en- 
terprise. With your interest and 
participation it can be made even 
more successful, and so serve more 
and more employees. I for one am 
completely sold on the credit union 
plan, and particularly on our credit 
union. As an investment it is, in my 
opinion, one of the safest you can 
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find; as a lender it is as liberal and 
human as sound business practices 
will permit. Most of you, I’m sure, 
know of the insurance features ap- 
plying both to investors and borrow- 
ers. One little personal experience 
in this connection is worth repeating 
as an indication of the value of credit 
union participation. 

At the time our credit union was 
being organized I happened to know 
that one of our employees had in- 
vestment funds available and sug- 
gested that he make a deposit. He 
immediately deposited $500. Only a 
few months later this employee suf- 
fered a heart attack and died almost 
instantly. His widow received $1000 
—double the amount of the deposit. 
You too will be insured for the 
amount of your investment or loan 
and at no extra cost to you. 

So, if you have funds to invest or 
are in need of a loan, why not go 
first to your credit union and the 
chances are that you will get a much 
better deal than you can get any- 
where else.—THE UMBRELLA. 


—f, -— 


Sandy Sees Greener Grass 


I don’t say that I know too much 
about grass. I do say that unless you 
plant the seed,you won’t have some. 

Why not plant a little “SEED” with 
your Credit Union and watch it 
GROW—long and green.—WISCcONSIN 
Crepit Union News. 


—4, = 


Wise Men Say 


The test of tolerance comes when 
we are in a majority: the test of 
courage comes when we are in a 
minority. 

He who talketh by the yard but 
thinketh by the inch deserveth to be 
kicked by the foot.—Tissue Topics. 

Some folks never discover the dif- 
ference between peace of mind and 
piece of mind. 

Prejudice is being positive about 
something negative. 

Half of all wisdom is the realization 
that the present, whether lovely or 
awful, is only temporary.—Robert 
Quillen. 

When a man says he is going to 
this or that tomorrow ask him what 
he did yesterday. 

Learn from the mistakes of others 
—you don’t live long enough to make 
them all yourself. 

An optimist is a fellow who takes 
the cold water thrown on his ideas, 
heats it with enthusiasm, makes 
steam, and pushes ahead. 
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Financial Aspect of Resolutions 
From: Atperta Dep’t or LABOR AND 

INDUSTRY BULLETIN. 

Everytime a group meets many 
ideas are brought forward and reso- 
lutions passed asking that some other 
body be called upon to do something 
or other. Most of the fine things 
recommended cost money to put into 
effect but seldom does the resolution 
make any very definite proposal for 
financing. It seems that the financ- 
ing is always left to someone else. 
Most people are very good at recom- 
mending very fine things to be done 
with the other fellow’s money. 

Our credit unions are fairly young 
and many of them not too well es- 
tablished. Because of their lack of 
years there are many things that the 
credit unions need for rapid prog- 
ress, many things that would be a 
great help but cost money. The most 
important thing that a credit union 
must have for good service to the 
members, is a capable Treasurer. 
The Treasurer is the foundation and 
the backbone of any credit union and 
yet far too many credit unions think 
of the Treasurer last, or not at all, 
when discussing the spending of 
money. 

Dividends are always to the fore 
when the members assemble in an- 
nual meetings but most members 
forget that their capable Treasurer 
had more to do with providing the 
surplus than most of the other mem- 
bers put together. The annual meet- 
ing instead of working out ways and 
means to relieve the Treasurer of 
some of his or her work, goes to 
work on some pet theory of some of 
the members and leaves the already 
overworked treasurer the job of 
finding the money, or assessments or 
collections or what have you. 

Those who think up the fine 
schemes for building a greater credit 
union should be given the job of 
raising the required funds to carry 
on the project. No doubt much bet- 
ter plans would be brought forward 
if this were done. 

Probably credit unionists have 
thought too much about dividends 
and not enough about the service to 
the members. Dividends are fine and 
so are many of the other things that 
credit unions have or hope to have, 


I See Kt 


but there is only so much surplus 
available for distribution and if it 
goes into dividends it can’t go into 
something else. 


Can You Top This 
To Tue Eprror: 

On October 25 the Philadelphia 
Chapter Federal Credit Union made 
what is believed to be the first $400 
loan on a member’s own signature 
for a three year period under the 
provisions of the amendments to the 
Federal Credit Union Act as signed 
by President Truman on October 25. 
It also made the first $300 loan in 
1946. 

The Philadelphia Chapter FCU 
serves the officers, directors, and 
committee members of credit unions 
in 51 counties of Pennsylvania, and 
has a record which they are proud 
of in loan ratio to shares, income on 
share investments, regularity in div- 
idends, loan policies. This credit 
union was an early supporter of life 
savings insurance and first provided 
this service for its members with life 
savings protection in February 1946. 
It is entitled to major credit in mak- 
ing life savings insurance available 
for every Federal Credit Union.— 
Bill Pratt, Vice President of Cuna 
Mutual is its Treasurer. 


League Functions Important 
From: The Report of Nat C. Hel- 
man, to the New York State Credit 
Union League. 

The services which the credit un- 
ion has to offer are so valuable and 
so needful to the economic well- 
being of our communities that we 
are duty bound not to leave any 
stone unturned in increasing the 
numbers of credit unions and more 
completely covering the vast un- 
touched fields where there is urgent 
demand for credit union facilities. 
Since this demand is not being fully 
satisfied by our present efforts by the 
use of volunteer organizers, we 
should give serious thought to em- 
ploying the services of professional 
organizers in very much the same 
manner as other agencies employ 
such facilities. I do not offer a defi- 
nite formula for the application of 
this principle but I do strongly rec- 
ommend its careful consideration 
and that this convention issue a 


mandate to your Board of Directors 
to inquire into this matter and 
evolve a definite program of action 
along these lines. It is my belief that 
some funds should be made avail- 
able for this purpose, and if wisely 
administered, constructive results 
will be obtained in the form of new 
credit unions organized. 


“The World Is Like Me” 
From: The Kansas Credit Union 
News 

Just recently I received a letter 
from a treasurer of a Kansas credit 
union. He said that his credit union 
had lots of extra money that they 
were not making any loans and it 
looked like credit unions in Kansas 
would not be doing as much business 
this year as last year. 

Just about the same time, another 
letter arrived, this one also from 
a Kansas credit union treasurer. He 
said that credit union business in 
Kansas was picking up, as his credit 
union had all of its money loaned 
out and was hunting for more. 

The difference in viewpoint is in- 
teresting. It is more interesting when 
you know the two treasurers; they 
live within a few miles of each other, 
and both have been very active in 
league work. 

Each was thinking that his own 
experience was typical. That is just 
why we need to have chapter meet- 
ings, so that we can talk to other 
persons in other credit unions. We 
will learn something. We will get 
new viewpoints. We may even dis- 
cover a better way of doing some 
credit union work. One of our pio- 
neer credit union workers in Kansas 
says that he has never attended a 





Field Representative Wanted 


THE FLORIDA Credit Union League, 
Inc., will employ an additional field 
man in the spring of 1950. This man 
will be assigned to the Miami area 
and will assist Managing Director, F. 
L. Andrews in credit union work 
throughout the State. 

The Board of Directors requires the 
following qualifications: age 25 to 
50 years; at least two years’ experi- 
ence in organization and general 
credit union work; and applicant 
must be in good health and willing 
to travel. The salary will range from 
$3,600 to $4,000 per year with travel 
allowance. 

Interested persons should write Mr. 
F. L. Andrews, Managing Director, 
Florida Credit Union League, 720 
Liberty Street, Jacksonville 2, Florida, 
and enclose personal photograph 
and qualifications in his first letter. 
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credit union meeting but what he 
learned something of value about 
credit union work. J.M.M.—John M. 
Michener. 


Posters Hel Pp 


(Continued from page 13) 


is helpful, and why it is important to 
replace the old poster with the new 
poster promptly. 

5. Posters as a rule soon become 
soiled and dulled. That is another 
reason for regular replacements. 
Your advertising is an important 
first-impression of your business. 
Keep it fresh and bright. 


Tips for Poster Display 


The magazine Business Week some 
time ago offered the following tips 
for effective use of posters. 

1. Pick a good spot and stick to it. 
People will get accustomed to look- 
ing in this place for new posters. 

2. Put the poster where it won't 
be spoiled. 

3. Above eye level is where post- 
ers are best seen. 

4. Expected locations are best. 
Unusual positions attract attention 
to placing, not to the poster. 

5. Motion is a decided asset. Post- 
ers on doors that are frequently 
opened and closed, delivery trucks, 
giant cranes and other machinery, 
are endowed with life that still post- 
ers do not have. 

6. Use enough posters. Posters 
rationed less than one for each 100 
workman on a shift are too thinly 
spread to be wholly effective. 

7. Put them up securely; gummed 
tape will do for inside locations, but 
outside you may have to use all-over 
pasting or glass covers. Don’t over- 
look the special credit union poster 
and leaflet display units. These are 
of black-enameled steel; take both 
the standard vertical and horizontal 
credit union posters. The leaflet dis- 
play unit, with three pockets, slips 
onto the frame whether it is hung 
vertically or horizontally. The cost, 
from league supply departments or 
Cuna Supply Cooperative—in the 
United States only—is $5 less 20% to 
member credit unions. 


Helpful Insurance H andbook 


(Continued from page 7) 


The delightful conversational man- 
ner in which John and the Little 
Man—who means “credit union” to 
millions of people—discuss these 
programs makes the book interesting 
and easy to understand. 


Following each discussion are 
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Here’s 
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Cunadex Cabinet No. 864 di Bar gain ' 


For less than half the cost of the standard 
steel Cunadex cabinets, these special 
Cunadex cabinets—substantially and at- 
tractively constructed of hard wood— 
will give you every Cunadex advantage 
.. + Will save you at least 50% of posting 
and reference time . . . will keep your 
members’ accounts constantly at your 
fingertips. 


At almost any price Cunadex is a bar- 
gain, because of the time and labor it 
saves you. But this special cabinet is a 
superlative bargain, which we are able to 
offer you only because of a once-in-a-life- 
time purchase. We urge you to take ad- 
vantage of it at once. (If you are not com- 
pletely pleased with any Cunadex, you 
may return it for full refund.) 


For complete information write or wire, 
giving your present and potential mem- 
bership, to your league if it handles sup- 
plies, otherwise to 


Cuna Supply Cooperative, Madison 1, Wisconsin 
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“Fact Sheets” which give the provi- 
sions of the contract in detail, and 
full instructions on how to apply for 
insurance, how the insurance plan 
operates, how to file claims, etc. And 
that’s not all! Premium rates are 
listed in easy-to-read tables and 
specimen contracts are shown in ful. 
A handy glossary of insurance terms 
completes the Handbook. 


(Colorado Round-Up cont.) 


learn that this faithful member’s doc- 
tor had pronounced him totally dis- 
abled to work since July 1948. We 
applied to CUNA Mutual Insurance 
Society for payment of his loan, and 
soon received a check for Mr. Mon- 
crief for $921.67. This was the bal- 
ance of his loan plus all payments 
on principal and interest he had 
made since July 1, 1948, the date 
of total disability. The credit union 
was happy to be of this service, and 
Mr. Moncrief is happy to have us use 
his name in this experience.” 


Memphis Chapter Picnic 


To BRING credit union people together 
to visit and get better acquainted the 
Memphis (Tennessee) Credit Union 
Chapter held an outdoor picnic for 
their August meeting. 

A plate lunch was served from 7 
p.m. to 9 p.m.; a floor show shown 
by a dancing studio; and dancing by 
a Hill Billy Band from 9 p.m. to 12 
p.m. with sandwiches and cokes at 
11:30 p.m. 

Over 255 persons attended from 22 
credit unions. 


W hat Every Child W ants 


“What do you want Santa to bring 
you?” I asked a little girl with long 


dark ringlets and big blue eyes, sit- 
ting off in a corner all by herself. I 
was visiting a children’s home on the 
cast side of town, on the wrong side 
of the tracks and at the wrong end 
of the horn of plenty. 

It was only two weeks to Christ- 
mas, sO my question was a timely 
.ne. Her answer came quickly. So- 
berly and solemnly she lifted her face 
and looked me squarely in the eye. 
“I think,” she said, “I'd just like 
somebody to give me a big hug and 
a kiss.”"—Anvit CuHorus. 





H. B. Yates 


Southern-District Vice-President 
H. B. Yates is the new vice-president 
from the Southern District. Mr. Yates 
became a charter member of the 
Dallas (Texas) Teachers Credit 
Union and has served as its presi- 
dent since organization in January 
1931. In 1942 Mr. Yates was elected 


president of the Texas Credit Union 
League and served in that position 
until 1949. He also served as presi- 
dent of the Texas Federal Credit 
Union for 3 years. 


Mr. Yates has been active in the 
operations of his own credit union. 
You can expect to find Mr. Yates 
busy in the office of the Dallas 
Teachers Credit Union at least 2 
afternoons a week and on Saturdays. 


The Dallas Teachers’ Credit Union 
believe in liberal policies of opera- 
tion. They lend up to 15% of an 
annual salary unsecured. Often loans 
are made up to $1000 unsecured, and 
the average unsecured loan is about 
$600. The credit union does have 
some losses, but do not believe their 
losses are abnormal. Mr. Yates be- 
lieves that credit unions of teachers 
are usually too conservative and that 
they would grow much faster and 
stronger under liberal policies. The 
Dallas Teachers has become about 
the 4th largest teacher’s credit union 
in this country with over $650,000 in 
assets and over 2200 members. 

Mr. Yates secured a committee 
on credit unions as a part of the 
activity of the Texas State Teachers 
Association. This committee sent in- 
formative literature to the local as- 
sociations, and letters encouraging 
attendance at the credit union con- 
ferences in conjunction with the state 
annual meeting of teachers. This 
activity seemed to develop about 2 
new credit unions a year. Mr. Yates 
became a member of the Founders’ 
Club in 1932. 


Mr. Yates is a bachelor. He has 
taught school for 32 years with 
economics, civic, American history 
as his main subjects. 

















| NOW'S WHEN 


| to start your Credit Union get-shead 
plan 


1. Add to your Credit Union share | 


account first thing every pay dey 




















ra «4 | 2 When you find it wise to borrow, 
wie ; | borrow from your Credit Union. 
‘z | Credit Union loans are obtained 

7 ° Quickly and confidentially —cost less 

7 Your Credit Union is here to serve you 
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Here is the front and back of the popular Cuna 
pocket calendar. Actual size is 2V4 by 31/2 inches. 
Notice space above calendar for your credit 
union's imprint. 


And now's still when— 


to order your 1950 supply of these prized ‘‘year- 
long credit union reminders.”’ It’s a fact that 
last year we couldn't fill all the orders. 


Price—$1.25 per 100, less 20% to member 
credit unions in U. §S. For imprinting (about 
4 lines of type above calendar) add the following 
amounts (net): For 100, $2.10; for 250, $2.50; 
for 500, $2.95; for 1000, $4.10; for 2000, $5.60; 
for 3000, $7.65; for 5000, $11. 


Order from youg league if it bas a supply de- 
partment; otherwise from 


Cuna Supply Cooperative 
Madison 1, Wisconsin—In Canada: 436 Lister 
Building, Hamilton, Ontario 
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The National UNIT System provides: 
1. FASTER SERVICE BECAUSE... 


@ member can complete any transaction — share 
payment, share withdrawal, or loan payment — 
in a matter of seconds at the same window. 


2. MORE ECONOMY BECAUSE... 
@ back-office and after-hours posting is eliminated. 
@ receipt books need not be called in for verification. 
@ all records are in continuous balance. 
@ auditing is simplified. 


3. POSITIVE ACCURACY BECAUSE... 


@ all three records — receipt book, ledger card, and 
journal — are posted simultaneously with identical 
printed figures. 





0 other system gives all these advantages! 


@ mechanical computations prevent incorrect balances. , 
@ amounts are accumulated into totals as posted. 


4. GREATER PROTECTION BECAUSE... 


@ figures on receipt book, ledger card, and journal 
are identical with those added into auditor’s con- 
trol total. 


@ printed figures cannot be changed without detection. 


@ audit-sheet, totals, and counters are locked-in and 
under direct control of auditor. 


Your local National repre 
sentative—a systems analyst 

will be glad to demon- 
Strate the National UNIT 
System to you. Call him 
today. Or, write to The 
National Cash Register 


Company, Dayton 9, Ohio. ACCOUNTING MACHINES 


CASH REGISTERS ADDING MACHINES 


THE NATIONAL CASH REGISTER COMPANY 
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Solves Gift Problem 


For YEARS a noted film figure has 
solved the problem of what to give a 
friend who “has everything.” He 
goes down into a poor neighborhood 
and takes along a sum he had intend- 
ed to spend for a Christmas gift for 
his wealthy friend. He goes into a 
corner grocery or calls on a neigh- 
borhood dentist and finds out who is 
farthest behind in his bill—prefer- 


ably someone whom the creditor is 
about to sue. 

He pays the bill, makes a note of 
the name and address of the benefi- 
ciary, and sends the “fellow who has 
everything” a Christmas greeting 
worded as follows: “Dear Bill: You 
have just paid an overdue bill of $50 
for John Doe, who is the father of 
five children and was about to be 
sued. Merry Christmas.” — ANVIL 
CHORUS. 








Our Sincere A pprectation 


To The Following For Their Contributions 
In Support Of 


THE POP PROGRAM 


ILLINOIS—$1,295.20 


American-Marietta Credit Union, Kankakee, Illinois 
papene T Credit Union, Chicago, Illinois 


W. Lewis and Company Employees Credit Union, Champaign, Illinois 
Freeport Postal Employees Credit Union, Freeport, Illinois 
Deere and Company Credit Union, Moline, Illinois 
Sherwin-Williams ployees Credit Union, Chicago, Illinois 
Illinois Zinc Company Employees Federal Credit Union, Peru, Illinois 
Chicago Public Library Employees Credit Union, Chicago, Illinois 
Chimatco Credit Uniom, Chicago, Illinois 


Southern Illinois Chapter of Credit Unions, East St. Louis, Illinois 
INDIANA—$21.12 

St. Joseph Valley Credit Union Chapter, South Bend, Indiana 
IOWA—$102.80 

First Iowa Credit Union, Des Moines, Iowa 

Black Hawk County Credit Union Chapter, Waterloo, Iowa 

MASSACHUSETTS—$1.00 
Mr. H. Earl Heron, Somerset Centre, Massachusetts 
MINNESOTA—$50.05 
Employees Credit Union of Universal Milking Machine Div 
Minnesota 


66 Credit Union, Minneapolis, Minnesota 
Armour Pine Street Credit Union, St. Paul, Minnesota 
Minnesota Power and Light Employees Credit Union, Duluth, Minnesota 
Floodwood Cooperative Credit Union, Floodwood, Minnesota 
NEW JERSEY—$10 
Central Bergen Teachers Federal Credit Union, Hackensack, New Jersey 


OHIO—$10.70 
Wedg Credit Union, Lisbon, Ohio 


.Mary Day Federal Credit Union, Akron, Ohio 


PENNSYLVANIA—$ 1 15.00 
Bellco Federal Credit Union, Reading, Pennsylvania 
Philadelphia Chapter of Credit Unions, Philadelphia, Pennsylvania 
Pittsburgh Gear Credit Union, Pittsburgh, Pennsylvania 
SOUTH DAKOTA—$1.00 
Utilco Employees Federal Credit Union, Sioux Falls, South Dakota 
TENNESSEE—$10 
Employees Credit Union of Neuhoff-Swift, Nashville, Tennessee 
VIRGINIA—$10 
Richmond Chapter of Credit Unions, Richmond, Virginia 
WISCONSIN—$177.44 
Milwaukee Road Credit Union, Milwaukee, Wisconsin 
Bostrom Employees Credit Union, Milwaukee, Wisconsin 
Freeman Credit Union, Beloit, Wisconsin 
Madison District Credit Union, Madison, Wisconsin 
Milwaukee County Credit Union Chapter, Milwaukee, Wisconsin 
Hummel and Downing Credit Union, Milwaukee, Wisconsin 
Contributions to date total $1804.31. This list includes contri- 
butions to POP Fund received through October 31. 


. Albert Lea, 
Rochester Dairy Cooperative Employees Credit Union, Rochester, Minnesota 
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CREDIT UNION SAVINGS Every Pay Day 


T smuary 1950 


Credit Union National Association 


FOR THE MEMBERS 


THE JANUARY ISSUE will be slanted 
to the credit union members’ thrift and 
credit interests. Provide your members 
this means of knowing more about credit 
unions, and help them to be better boost- 
ers of their credit union. 


THE COVER THEME is "The Year To 
Get Ahead". It is from the January Pos- 
ter-A-Month series (see above). 


GENE COTTERMAN probes into the 
hazards of thrift and support of family de- 
pendents. Over 75,000 reprints were made 
of Mr. Cotterman's article which appeared 
in the MEMBER ISSUE 2 years ago. The 
present articles provides another valuable 
asset to the members’ welfare. 


JOHN QUINLAN brings another Chan- 
ning Sanders story into being for this issue 
entitled “Bread on the Waters". In easy 
reading and conversational style Mr. Quin- 
lan shows how credit union people rise in 
capabilities, consideration, and stature. 


Special Price 


For member distribution the fypey Ses issue will 
be 10c per copy in bundles of 20 or more. Or- 
ders will be accepted thru December 15, 1949. 
Please use the order form below. 


P.O. 
bay 1, Wisconsin 


Send......... 


To: The Ca a ae Bridge 


joaiiie of the January 1950 issue of 
The Credit Union Bridge. 


( ) Remittance enclosed. 
( ) Please Bill. 


_——|- 
stadia Credit Union 
(send to) 
a" —— 
~_ oo LL —— 
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IT’S T00 LATE 
TO INSURE 


protection needs. 











Offer Your Members: 


Sound Counsel and Service 


—To protect the member and not just the loan. 
—To recognize risk and insure it. 


—To inform so that members will understand their coverage and 


—To provide coverage that is immediately effective. 


Dependable Coverage 


—Use the Cuna Automobile Insurance program. Claims representa- 
tives are in every state to serve the members’ claim needs. 


For further information write Cuna or 
our Credit Union Insurance Department. 


SRE 


pLoveRs 




















Mutuals 


Employers Mutual Liability Insurance Company of Wisconsin 


Home Office: Wausau, Wisconsin 


Credit Union Insurance Department: Appleton, Wisconsin 


December, 1949 


23 









° / / 
fod vesl you merry genllemen 


lel nothing vou dismay . 


Christmas... 
time of 
family solidarity, 
of peace, warmth, 
and good fellowship; 
time to forget worry... 
time to enjoy your 
security. 
Don't worry about your 
family’s future... 
Protect them 
through CUNA Mutual 
the way Tom Evans is doing. 
Doesn't his family look 
safe, secure, happy? 
Tom has an Individual Life policy 
with us, and he's buying his 
car with an insured credit union 
loan. He deposits regularly in 
his credit union and receives 
Life Savings insurance. Tom has 
planned wisely through his credit 
union and it’s paying off in peace 
of mind and real financial security 
for his family.—Of course, he 
belongs to a progressive credit 
union that makes maximum use 
of CUNA Mutual’s services . . . 
That helps! Find out today 
Fe what CUNA Mutual can do for 
) youl—and have a 
ae Merry Christmas! 


os 


bce aw “TRE 
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